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a a YORK, Oct. 22. — Are automobile manufacturers 
building what the public wants? was a question asked 
tonight at a meeting of the Metropolitan Section of the 
Society of Automotive Engineers, held at the A. W. A. club- 
house, by John A. C. Warner, general manager of the Society 
of Automotive Engineers. While Mr. Warner maintained 
that the present sales of automobiles would indicate that 


public likes are being well satisfied, he urged that no trick 


should be missed which 
changes in public fancy. 

He pointed out that while manu- 
facturers as a whole today are not 
only willing but eager to listen to 
public demand, there is a miscon- 
ception in the minds of many as to 
the definiteness of such demand. 
He urged all engineers to keep close 
watch on the public in order to an- 
ticipate its changing whims. 

In ordes to correctly gauge any 
changes in public likes and dislikes, 
Mr, Warner suggested that it be 
compulsory for engineering and pro- 
duction executives to spend a defi- 
nite time in direct contact with the 
public each year to arrive at a true 
picture of field condition and gain 
an accurate picture of future re- 
quirements. 

Mr. Warner's address as presented 
before the Metropolitan Section is 
as follows: 

One can scarcely escape the con- 
clusion that automobile manufac- 
turers have succeeded reasonably 
well in building what the public 
wants. Fifty million autos can’t be 
wrong! At least they can’t be all 
wrong from the standpoint of pub- 
lic acceptance and demand. So suck | 
for the past and the present. But, | 
in view of increasingly keen compe- 
tition, it is apparent that manufac- 
turers will need to exercise unusual 
intelligence, aggressiveness and fore- 
Sight in adopting sound and Scien- 
tific means to determine what will 
be most acceptable to the prospec- 
tive purchaser. With this thought 
in mind, the writer endeavors to 
enumerate methods that have been 
or can be used in the analysis of 
public acceptance; to mention facts 
regarding consumer tastes. that 
have been reasonably well estab- 
lished; to suggest additional devices 
for bringing the producer and the 
user into closer relationship and to 
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would 


indicate - in adv ance 


IMPROVED SERVICE 
WILL SOLVE RAIL 
PROBLEM—LOOMIS 


New York, Oct. 22,—Financial 
stability of the railroad transporta- 
tion system does not require the sup- 
pression through discrimination, tax- 
ation or regulation of newer forms 
of common carriage. This was the 
view expressed by Edward F. Loomis, 
secretary of the motor truck com- 
mittee of the National Automobile 
Chamber of Commerce, in a talk 
Thursday before the transportation 
executives of the assoicated indus- 
tries of Massachusetts at the Copley 
Plaza Hotel, Boston. 

“While railroad spokesmen insist 
that their difficulties are due to the 
unequal character of competition 
with commercial motor vehicles, in 
reality their problems have resulted 
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N. J, RAILROADS SEEK 
TO TAX BUS, TRUCKS; 
ASK HIGHER FEES 


N. J., Oct. 22.—On top 
Interstate Commerce Com- 
mission’s denial of the proposed 
rate increase asked by the rail- 
roads, Alexander H. Elder, general 


any 


Trenton, 
of the 


| Solicitor for the Central Railroad of 


New Jersey, asked the State Tax- 
payers Association at its convention 
today in Trenton to help the rail- 
roads. bring about the following 
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Late News Flashes 


New York, Oct. 22.—Mack 


Truck is working on an order 


for fifty street car type buses for the Brooklyn-Manhattan 
Transit Company, involving more than $500,000. It is stated 
that officials of the company are working on other large 
contracts, with good prospects of obtaining a part of the 
potential business. It is hoped that because of this condi- 
tion earnings for the current quarter will show to better 
advantage than during preceding periods. 


a 


New York, Oct. 


Pa 


* 


22.—September surplus of Cities Service 


Company has been announced as $715,241 after preferred 
dividends but before common dividends and reserves, as 
against $3,048,310 in September, 1930. The twelve months’ 
surplus is $19,260,605, as compared with $42,802,071 in the 
previous twelve months. 
declared. 


Regular dividends have been 
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Seven Truck Makers Show Gains 
In September Sales in 29 States 


A. W. CHILDS TELLS 
EXPORTERS BRIGHT 
FOREIGN OUTLOOK 


Chicago, Oct. 22.—Here for several 
days to hold informal conferences 
with exporters of automotive prod- 
ucts, A. Childs, chief of the 
automotive division of the Depart- 
ment of Commerce, gave local 
manufacturers a hopeful picture of 
the demand for their goods abroad. 

The impetus in sales, said Mr. 
Childs, will necessarily be governed 
by improvement in economic condi- 
tions. At the same time, he cited 
two factors which he described as 
constructively important. One is 
the appreciation of swift and con- 
venient transportation such as is 
furnished by American motor vehi- 
cles; the other, the significant pro- 
portions of the replacement demand, 
along with the high favor in which 
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STEEL INQUIRIES 
SHOW ENCOURAGING 
TREND IN 10 DAYS 


Youngstown, O., Oct. 22.—In- 
quiries for sheet and strip steel 
have increased substantially dur- 
ing the last ten days, encouraging 
Youngstown district steel manufac- 
turers to hope that forward buying 
from this source will result in sub- 
stantial higher schedules for roll- 
ing mills. 

Evidence that the automobile in- 
dustry will slowly increase produc- 
tion during November and Decem- 
ber is found by the steel companies 
which furnish the most important 
raw material going into car manu- 
facture. 

This week sheet production 
estimated by valley trade author- 
ities at 20 per cent. of capacity, 
with only three of ten sheet plants 
active. The Youngstown Sheet and 
Tube Company resumed production 
at a Campbell works sheet plant 
on October 20, with eight of fif- 
teen units under power. Other- 


is 
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N. A.C. C. TRAFFIC 
MEN TO DISCUSS 
| RAIL RATES OCT. 29 


Detroit, Oct, 22.—Traffic mana- 
gers and members of the National 
Automobile Chamber of Commerce 
will meet here October 29, at which 
time the action of the Interstate 
Commerce Commission as to rail- 
road rates will be discussed as to its 
influence on the motor car industry. 

As the experts here see it, if the 
railroads accept the terms of the 
Interstate Commerce Commission, 
the new rates will tend to drive 
automobile business away from the 
rails to the trucks on short hauls, 
the proposed increases mean $2 a 
carload on automobiles, while on 
inbound production materials the 
jump will be from $6 a carload up- 
ward. Inasmuch as the automobile 
industry right now is in no position 
to stand an increase in production 
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Indications Are That 17 These Makes Will Show Gains 
Over Last September in Complete 
Returns 


ETROIT, Oct. 22.—Returns on sales, by makes and 
states, for the month of September for twenty-nine 
states and the District of Columbia have now been announced 
by R. L. Polk & Co. They show a total volume of 15,753 for 
September, 1931, as compared with 20,213 for the same 
month in 1930. This is a decrease of something under 25 per 
cent. In spite of this seasonal falling off, several companies 
————=® have achieved increases, 





LONG MFG. CO. HAS 
35% BUSINESS GAIN 
FOR SEPTEMBER 


Chicago, Oct, 22 obeainiains busi- 
of the Long Manufacturing Com- 
pany, division of Borg-Warner 
Corporation, was 35 per cent, above 
that of August, it was announced 
today from the office of C. S. Davis, 
president of the parent corporation, 

The Long Manufacturing Com- 
pany makes clutches and radiators 
that are used as standard equipment 
on leading makes of automobiles. 
The September increase was caused 
by new contracts and contract re- 
newals. 


N. S. P. A. APPOINTS 
A. R. SANDT MARKET 
RESEARCH DIRECTOR 


Detroit, Oct. 22.—Announcement 
is made by the National Standard 
Parts Association of the appo'nt- 
ment of A. R. Sandt as director of 
market research, effective Novem- 


ber 1. 
With J. A. Cortright as field 
representative, the two will carry 


on the work of Tom Duggan, former 
head of the merchandising service 
division who has gone with Thomp- 
son Products. The addition of Sandt 


will greatly strengthen the Asso- 
ciation’s service in that Cortright 
will be in the field at all times, 


with Sandt dividing his time be- 
tween office and road. 

Sandt comes from General Motors 
where he has been doing market 
research for the parts and service 
department. He has been in the in- 
dustry since 1908; is a former presi- 
dent of the Detroit Boosters and 
at present it its treasurer, 





In the twenty-nine states and the 
District, Diamond-T in September 
disposed of 160 units, against 131 
for the same territory in September, 
1930, G. M. C. has sold 386 units, 
compared with 321 in the same 
month last year. International this 
September shows a sales record of 
1,114 units, compared with 1,095 
units in the same territory last 
September. Pierce-Arrow has eight 
Sales to its credit with none a year 
ago. Reo shows a very commend- 
able sales effort, having made 381 
Sales this September, against 212 
in that month of 1930. Studebaker 
also has achieved an excellent rec- 
ord, this September’s sales in the 
twenty-nine states and the District 
showing 174 units, as against 43 in 
the same territory last year. Willys- 
Overland is another manufacturer 
to come strong in its commercial 
division, 170 units having been sold 
as compared with 79 in September, 
1930, 

There is reason to believe that in 
most of the cases of companies 
registering gains in commercial sales 
on these partial returns will main- 
tain them and show an increase for 
all the states when complete sta- 
tistics are available. 


HARDWARE MAKERS, 
JOBBERS DISCUSS 
VARIED PROBLEMS 


Chicago, Oct, 22.—More than 1,200 
hardware manufacturers and job- 
bers are holding convention sessions, 
some of them jointly, this week at 
the Palmer House, with the Ameri- 
can Hardware Manufacturers As- 
sociation, the National Hardware 
Association and its auxiliaries con- 
ducting the meetings. 

Unlike some previous conventions, 
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Willys-Overland Orders Gain 
50% in First Half of October 


TOLEDO, O., Oct, 22.—Volume of 

orders received for immediate 
shipment of cars and trucks for the 
first half of October exceeded by 


more than 50 per cent. orders re- 
ceived during the first half of Sep- 
tember and were 76 per cent. ahead 
of the first half of last October. H. 
B. Harper, vice-president in charge 
of Willys-Overland sales, stated here. 

“The fact tnat Willys-Overland 
shows such a healthy sales increase 
in a month that is usually marked 
by a seasonal slump even in normal 
times is definite proof that the buy- 
ing public will respond to outstand- 


ing values,” Mr. Harper commented. 
“Naturally the Willys Six takes a 
commanding lead in this sales in- 
crease, although sales of other units 
in the Willys-Overland line are 
satisfactory. 

“There was an upturn in Willys 
Six sales noted immediately after 
this low priced car for the second 
consecutive year won first and sec- 
ond places in the annual Pike's 
Peak climb in September, and we 
have every reason to anticipate that 
our total sales for this month will 
far surpass last October's figures 
and also show a splendid increase 
over September business.” 
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Warner of S. A. E. Urges 


ks 


emphasize important aspects of con- 
sumer engineering. 

Automobile manufacturers today 
are not only willing, they are eager 
to listen to public demand. There 
is a misconseption, however, in the 
minds of many as to the definite- 
ness of public demand. Generally 
speaking, the consumer is inarticu- 
late, except when he pays for the} 
‘product. Evidently, it is necessary 
for the manufacturer to anticipate, 
and, in so doing, it is wise for him 
to utilize every possble device that 
will help him to foretell the essen- 
tials of public preference. No more 
fertile field for consumer research 
exists than our interested and so- 
phisticated automobiling public, and 
the wise manufacturer will study 
this public, in order to foresee fu- 
ture requirements and to prepare @& 
product to match the public's wishes 
and means. 

To succeed in anticipating con- 
sumer acceptance, our department 
must study the prospect a 
scientific methods. A poultice of 
hot sales research can be relied | 
upon to relieve a bac congestion of 
uncertainty and misinformation. 
“We know too many things that are 
not true.” 

But before headway can be made 
in matching the user and the prod- 
uct, the fundamental company or- 
ganization must be right. It should 
be compulsory for engineering and 
production executives to spend 
enough of their time in direct con- 
tact with field conditions to pro- 
vide them with a true concept of 
conditions and requirements. 

A consumer-conscious organiza- 
tion has a number of trustworthy 
gauges available for the analysis of 
consumer requirements and their 
best embodiment in an automotive 
vehicle. It is feasible and practical, 
for example, to measure the prod- 
uct or any projected feature in 


IMPROVED 
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SPRING SHACKLES | 





Important new features 
embodied in Improved 
Tryon Spring Shackles 
result in greater in- 


built strength, greater 


' 


accuracy, increased 


bearing surfaces, im- 

proved lubrication, 

easier riding and 
longer life. 


Manufacturers: See mechanical specifica: 
tion tables in this issue for Tryon 
equipped cars, Write for information 
and quotations. 


Sole Licensee: 


WILLYS-" ~RROW CO.. INC. 
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Closer Public Contact 
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terms of fundamental characteristics 
that affect the customer, Chief 
among the gauges that may be used 
to advantage are the following: a 
scrutiny of the product, an investi- 
gation of the prospect and a review 
of the past. 

Safety, comfort, reliability, per- 
formance, controllability, service, 
facilities, these are a few of the 
basic requirements that our gauge 
of consumer acceptance must meas- 
ure in the product and find ade- 
quate. They may seem obvious, but 
the obvious factors are often studied 
carelessly, when not entirely neg- 
lected. Qualifying the vehicle in 
accord with these fundamentals is 
an inside job for the engineer; it 
constitutes an important part of his 
home work. His action, however, 
should be predicated very largely 
upon what he can learn directly or 
indirectly from the user. 

Direct contact with the consumer 
for the purposes of determining his 
likes, dislikes, foibles and fancies, is 
often considered to be impractical, 
costly and of questionable value. 
But why damn a method on the 
basis of results that have come from 
attempts awkwardly executed by in- 
competent and untrained persons? 
At least one manufacturer, who will 
be even more successfully in busi- 
ness ten years from the present time 
than he is today, is now working 
up a consumer research department 
of trained observers and investi- 
gators who are examining directly 
and indirectly the genus consumer, 
his haunts, habits and environments 
from a to z. If investigation brings 
to light a number of obstacles to 
be overcome and if the information 
is used to good advantage, the study 
will pay dividends. A hot door knob, 
properly handled, will often yield in- 
formation that is useful if unpleas- 
ant. A little study will reveal many 
possibilities for obtaining very help- 
ful and constructive criticism from 
users. Customer complaints should 
be used for the good of the order— 
not for filing purposes only. 

Experience of the past offers a 
useful gauge, but it must be applied 
with intelligence. A feature that 
went well on last year’s line may 
offer no buying incentive today. 
This is particularly true in matters 
of style. A keen nose for atmos- 
phere, trends and changing condi- 
tions should adorn the face of the 
sales executive. 

A great deal of useful evidence 
as to human reactions can be gath- 
ered from related lines; for example, 
from millinery, upholstery, 
ture, paints, clothing and the like. 
Incidentally, few, if any, American 
cars are made more salable in Am- 
erica nowadays by a dressing of 
foreign atmosphere. 

Experience has taught us that 
style features, to be commercially 
profitable, must have an immediate 
appeal. The salesman who must 
say, “Wait and it will grow on you,” 
is likely to do the waiting himself. 

Beauty and charm are products 
of artistic talent, not mathematical 
genius. 

Hidden values, difficult to see, are 
even more difficult to sell. 

Americans buy big packages; they 
merely read about hidden values. 

Innovations, to succeed, must re- 
veal their advantages emphatically. 

Manufacturers who forget the la- 
dies are likely to lose their market. 

Pioneering in engineering pays 
only those who know what, how and 
when to pioneer; but to the intelli- 
gently courageous go the big re- 
wards. 

But “all generalities are false—in- 
cluding this one.” 

Admittedly, cars are not always 
bought on their merits. But this 
fact does not lessen the engineer’s 
responsibility to do his best in the 
way of consumer engineering. And 
if an ounce of prevention is worth a 
pound of cure, it is equally true that 
a pound of consumer engineering is 
worth a ton of mjudicious guessing. 


J. H. COUNCE PROMOTED 
New Orleans, Oct. 22.—J. H. 
Counce, who was the manager of 
Graham-Paige of Louisiana prior to 
the appointing of the new distribu- 
tor, Louisiana Motor Car Company, 


Inc., has been appointed district 
manager, covering most of the 
South, 


furni- | 


HARDWARE MAKERS, 
JOBBERS DISCUSS 
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the subject of automotive acces- 
sories and hardware is not up for 
separate discussion. That is to say, 
these items are not being segregated 
and alloted special sessions. Instead, 
they are being considered as part 
of the entire hardware and acces- 
sories program. 

Diversifications is proving one of 
the keynotes of the convention and 
is referred to as the hope of the 
successful hardware jobber in the 
future. One of the chief talks at 
the wholesalers’ sessions in the ef- 
fort to determine their function in 
distribution was delivered by W. N. 
Dixson, chairman of the electrical 
appliance, radio and automobile 
accessories branch, in which he dis- 
cussed “The Profitable Distribution 
of Specialties.” Mr, Dixson is a 
member of the firm of Brown- 
Rogers-Dixson Company, Winston- 
Salem, N. C. 

“The first question that naturally 
comes to our mind is, what are 
specialties from the standpoint of 
a jobber?” Said Mr. Dixon. “This 
is a highly debatable question. An 
item that would be termed a spe- 
cialty in one section of the country 
might be a very’ staple item in 
another section. 

“I believe that the hardware job- 
ber who continues to confine his 
activities to staple items and passes 
up the so-called specialties will 
cease to show a profit on his in- 
vestment, if he does not pass out 
of the picture entirely.” 


IMPROVED SERVICE 
WILL SOLVE RAIL 
PROBLEM—LOOMIS 


(Continued From Page 1) 


from the failure of railroad manage- 
ment to take advantage of the newer 
|}forms of transportation and make 
available to shippers service suited 
to their requirements,” Mr. Loomis 
explained. “If railroad management 
today would exercise the same ini- 
tiative and leadership that enabled 
rail pioneers of another day to build 
a great transportation system and 
to develop a great country much of 
the lost traffic would be regained,” 
he added. “Co-ordination of rail, 
motor and all forms of transporta- 
tion would not only solve railroad 
problems, but would give shippers 
and the consuming public the bene- 
fit of superior transport facilities.” 

Statistics of the United States 
Bureau of Public Roads were cited 
by Mr. Loomis to refute claims that 
highway carriers are inadequately 
taxed to demonstrate that railroads 
could expect no practical relief to 
result from the imposition of further 
regulations on commercial motor 
vehicles. 


N. J. RAILROADS SEEK 
TO TAX BUS, TRUCKS; 
ASK HIGHER FEES 
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changes to ease the position of the 
railroads and check the keen com- 
petition of the motor trucks: 

1, Restore the personal property 
tax on all motor vehicles. In 1930 
the railroads of New Jersey were 
assessed at an average tax rate in 
excess Of 4 per cent. on over $74,- 
000,000 of tangible personal proper- 
ty, consisting largely of cars, loco- 
motives and other equipment. What 
possible justification is there for 
exempting the trucks and buses of 
their competitors from similar taxa- 
tion? 

2. Substantially increase the reg- 
istration fee on all commercial 
trucks operating within and through 
the state. 

Leading motor truck operators at 
the same time indicated that they 
plan to move shortly for higher 
freight rates. 

The truck operators explain that 
such a move would be warranted in 
that it would serve to preserve ex- 
isting differentials between the two 
rate structures. 

Truck Owners were particularly 











Tributes to Edison 
* ox ok 


The Parade of States 


. * + 


Joseph Bijur 
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EVIEWING the eulogies of America’s most famous men 

following the passing of Thomas A. Edison, it struck 

me that Henry Ford expressed in a most concise manner our 

conception of the world’s greatest citizen at the time of 
his death. 

“Mr. Edison himself did not grow old. He was like a 
young driver in a worn-out car. He has just gone, I believe, 
to get new facilities to continue his work,” said Mr. Ford. 

The close companionship of Edison, Ford and Firestone 
gave us in the automobile business the feeling that Mr. Edi- 
son really was a part of this industry. Calling themselves 
cronies struck a sentimental] chord in the public’s mind—that 
word seems to apply more aptly to that intimate friendship 
of theirs than pals, chums or buddies—more dignified, more 
descriptive of the ties that bound this trio together for so 


many years, you know. 
- Bg 


HE “Voice of Firestone” that came over the air to us 

Monday night was one of reverence to the memory of the 
crony that has gone on ahead, the tribute of Harvey S. Fire- 
stone, Sr., offered in a manner that made you personally feel 
the grief of the tire manufacturer, expressed through his son, 
over the loss of one he never can replace. 

When Gladys Rice and James Walton sang the old 
favorites of Mr. Edison, “Cavalleria Rusticana,” “In the 
Gloaming,” “Evening Star’ from Tannhauser, “Kathleen 
Mavourneen,” “Memory Lane” and “Ave Maria”—one could 
understand they were being rendered solely for the bereaved 
Edison family, mourning its loss and appreciating the 
thoughtfulness of Mr. Firestone in bringing to the home the 


melodies of Mr. Edison’s youth. 
» * ok 


LSO, the same evening, we heard the inaugural of Gen- 

eral Motors’ new air program, “The Parade of the 
States,” something so far different from the ordinary “run of 
the mill’ stuff we get by radio that the old pulse started beat- 
ing in tempo with the stirring music that was the background 
of the presentation. As announced, a different state is to be 
featured each week. This time, as was fitting, because it was 
one of the original thirteen states and because of the York- 
town celebration, Virginia was the natural choice. 

Bruce Barton is writing the thumbnail history of each 
commonwealth, which is sufficient guarantee that full justice 
will be done to all. When he finished telling us all the high 
spots in Virginia’s past, it filled us with the urge to get in 
the car and beat it in that direction. If Barton’s eloquence 
does as much in the promotion of interest in other states 
as it did in the case of the birthplace of eight Presidents 
of the United States, then General Motors’ money is being 
wisely expended. When the program ends we are going to 
know as much about our country’s history as if we had just 
come out of college. 


* * ~ 

HE late Joseph Bijur figured in one of the most hotly 
contested patent suits in the history of the industry. It 
involved the starter drive. Evidently, both Mr. Bijur and 
Vincent Bendix had the idea of it at about the same time, for 
the records show that both filed applications for patents as 
early as 1912. Both got them and then the legal battle 
started, with the late Samuel E. Hibben representing Bendix, 
In 1914 Bendix was given the right to operate under the 
early Bijur patents in addition to his own, but the hatchet 
was not buried until June, 1923, when the Eclipse Machiné 
Company of Elmira, N. Y., bought from Bijur all his starter 
drive patents, which left it free to continue to manufacture 
and sell the Bendix drive. Now Eclipse is a unit of the 


Bendix Corporation. 


well pleased with the type of deci- 
sion rendered by the commission, 
inasmuch as the increase was 
recommended on freight chiefly 
from the first to fourth classes. It 
is this type of freight from which 
the over-the-road operators re- 
ceived the buik of their revenues. 


HUDSON MOTOR’S QUARTER 
LOSS PUT AT $1,075,136 


New York, Oct. 22.—The Hudson 
Motor Car Company reports for the 
quarter ended September 30 a net 


loss of $1,075.136 after deprecation 
and other charges, against net in- 
come of $300,597, equal to 19 cents 
a share on 1,596,660 shares in thé 
preceding quarter, and a net loss 
of $2,078,165 in the third quarter 
of 1930. 

For nine months the net loss was 
$548,144, against a net profit of $1l,= 
313,847, equal to 82 cents a share 
in the same period of 1930. 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRINGS RESULTS 
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Trade Association News 














New York A. C. Executive 
Raps Car Watching Racket 


~—— racket of the tip-see reking 

‘car watchers’ must go,” said 
J, R. Crossley, vice-president of the 
New York Automobile Club, in pro- 
testing against the increasing ac- 
tivity aleng this line which is bring- 
ing protests from motorists in all 
sections of the city.” 

Automobilists who park their cars 
on the West Side during theater 
hours or on the side streets during the 
football games are being annoyed 
by boys and men who solicit fees 
as “car watchers,” and woe betide 
any one who fails to pay the gratu- 
ity. The number of the car is taken, 
and unfortunate is the motorist who 


ever parks in that vicinity a sec- 
ond time. 
In some cases the key holes of 


the car have been plugged up with 
gum, matchsticks or pieces of lead. 

“A law similar to Section 1030 of 
the Pennsylvania state motor code 
might work wonders here,” con- 
tinued Mr. Crossley, “because at 
present the police are obliged to 
prosecute these cases under a charge 
of disorderly conduct. The Penn- 
Sylvania law, enacted at the request 





of the motorists of Philadelphia, 
Pittsburgh and other large cities, 


Louisville Car 


Draw for Show Space 


Members of the Louisville Auto- | 
mobile Dealers’ Association met re- 
cently and drew space for the 1932, 
or Silver Anniversary, Automobile 
Show of the association. The ex- 
hibition will be held in the Jeffer- 
son County Armory, January 18-23 
inclusive. 


Another Co-operative Idea 


ZI 


People. 


—and they can’t 


iali be wrong 


Yes! Up fo press time this morning — 21 PEOPLE have 
purchased a Used Car from us at our Open Air Display — State 
Street and Wordin Avenue. This means—21 people bought with 
their eyes wide open—21 people saw a real bargain and seized 
it—21 people went away happy because they got MORE then 


their money's worth 


This present COMBINED 


brings together the largest showing of rebuilt and reconditiones 
automobiles ever assembled in Bridgeport's history. 
You save money because each car is offered at @ 
The dealer's pledge backs up this promise. 


wide choice 


lower price 


COMBINED 


(Nash Sales Co.--Fish Motor Sales Co. 
F. L. Mills Cod 


Four Days 


USED CAR 


| good citizens into racketeers.” 


automobiles. Even though 
to any great extent by show time, 
err expect the show to uncover 

considerable buying demand 
among owners who must have 
provides for a fine of $10 and costs | can afford new cars. In the event 
or five days in jail for any person | |of the slightest improvement 
standing on or in proximity to a|general business, dealers predict that 
highway for the purpose of solicit- |the 1932 show will mark the begin- 
ing the watching or guarding of any | h!ng of an enormous local replace- 
vehicle while parked or about to be | ment buying of all cars represented 
parked. jin the show. 


“Motorists who are thus annoyed | 


should immediately make complaint | HEUSSY ELECTED SEC’ Y 
to the officer on duty. The police | OF SEATTLE DEALER GROUP | 


are endeavoring to break up the 
practice and will act wherever there | 


is definite evidence of this form of | ed secretary of the Seattle (Wash.) 


Automobile Dealers’ Association. 


racketeering.” The | 
The Traffic Bureau of the New | °'8é unization’s headquarters are at 
7 ; sete | 1377-80 Dexter ‘to uilding, | 
York Police Department suggests | 2?'! exter Horton Building, 
| Seattle, Wash. 


that in each instance the matter be | 
reported to the borough inspector | 
of the Police Department, James} 


Bolan, of the West 68th Street sta- | 

tion, being inspector for the bor-} SET FOR FEBRUARY 13-20 

ough of Manhattan, where com-| The Kansas City Motor Car Deal- 

plaints would come in from the | ers’ Association, George A. Bond, 

theatrical zones. secretary, has definitely set show | 
“The encouragement of aca for February 13-20. The ex- 

boys,” concluded Mr. Crossley, hibition will be held in the Amer- 


apt to work serious harm and i ican Royal Building. It is hoped to 
down their moral fiber, because, in make this one of the most compre- 
the last analysis, it is nothing short | hensive and successful shows ever 
of a form of petty graft, which! held in the Kansas City territory. 

might eventually turn 


| TRUCK DEALER'S “PARTY” 
| WITH LIVELY FEATURES 
Dealers | GAINS MANY PROSPECTS: 


Philadelphia, Oct. 22.—The Ebert 
Motor Truck Company, llth and 
Oxford Streets, at a special showing 
of the new three-ton Federal model | 

at $1,050, held in the evening, in 
connection with an entertainment | 
and the awarding of prizes, obtained | 
as live prospects a very good percen- 
tage of the 175 truck owners who| 
lattended on invitation. The names | 
|for the invitation list were obtained 
|from the salesmen’s lists of possible 
prospects, or at least those who had 
shown interest. A three-quarter- 
page illustrated display advertise- 
ment in local newspapers preceded | 
the event by one day. 

An “economy demonstration, ~ @f 
which a loaded truck “ran standing 


The consensus of dealer opinion, 
expressed at the meeting, was that 
the 1932 show would mark the be- 
ginning of motor car buying if the 
cars exhibited embody the changes 
and improvements that have been | 
predicted, which are certain to at- 
tract the thousands of owners now 


Still” for 49.6 miles on five gallons 
of gasoline, was one of the out- 


standing features. It had been ad- 
vertised that the spectators would } 
be shown how to cut hauling cost 
as much as 50 per cent. This test 
and motion pictures showing a 
variety of interesting performances 
of the new model aroused much} 
interest. | 


|BUS CONCERN CHARTERED 


t? TO OPERATE ON BRIDGE) 


driving obsolete and unsatisfactory | 
general | 
business conditions do not improve | 


and | 


in | 


Carl R. Heussy has been appoint- 


KANSAS CITY SHOW DATES. 


prospective | : 
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A graphic picture of growth 
told in the advertisement used by 
Hill & Tibbitts to announce the 
occupancy of its new building at 
1114 Vermont Ave., Washington, D. 


| C., 


The line drawing used at the top 
of the advertisement shows the 
three homes of the firm dating back 
to 1916, with figures giving the floor 
space in each building. 


|} of 9,000 square feet is indicated for 
the firm’s first home at 1407 H St., 
a jump to 35,000 square feet ‘is in- 


LaFrance motor fire apparatus. 


paratus sales for the American-La- 
France and Foamite Corporation, 
Elmira, N. Y., and is located at the 
company’s executive offices in New 
York. 

Prior to joining the American- 





Hackensack, N, J., Oct. 22.—The | 
Hackensack Motor Coach Company, 
which has received a franchise from 
the Fort Lee Common Council to 
operate buses in Fort Lee on a 
George Washington Bridge line, pro- 
vided it maintains a 5-cent fare, | 
filed incorporation papers today 
with the Bergen county clerk. Rich- 
ard G. Derfuss was named as pres- 
ident. 

The line 


DEALER USED CAR SALE 


You get a 


DEALERS’ 


will start operation over 
the bridge Sunday morning. The} 
first bus, a modern 100-passenger 
type, will carry officials of the bor- 
ough and of Fort Lee and Wash- 
ington Heights taxpayers associa- 
tions, who will mark the opening | 
of the transportation unit with 
ceremonies at the center of the 
bridge. 


YOU MUST 
HURRY 





SPARKS WITHINGTON PLANS 
REFRIGERATOR OUTPUT 


LaFrance organization in 1915, Mr. 
Sullivan was connected with anoth- 
er motor fire apparatus manufac- 
turer. At one time he was affiliated 
with the Morgan & Wright tire 
manufacturing concern in Detroit. 
For another period of five years he 
was associated with municipal work. 
Mr. Sullivan’s business life, 
fore, has been one of constant con- 


tact with some phase of the auto- 


motive industry. 
When he joined American-La- 
France he was engaged in field 


work and contacted many munici- | 


palities. As time went on he be- 
came more closely allied with. the 
sales end of the business until 
1927 he was appointed assistant 








R. D. CHAPLIN NAMED 
BONNELL-MASON OFFICIAL | 


Newark, N. J., Oct. 22.—Robert D. 
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Rhode Island, Vermontand Mass. Aves. 
THOMAS CIRCLE GARAGE 


is | 


Floor space | 


Meet the Sales Chiefs 


7OR the past sixteen years A. G. | 
Sullivan has been intimately con- | 
nected with the sales of American- | 
He | 


is now in charge of motor fire ap- | 


there- | 
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9 announce the opening of our new 
anniversary year of our Ford deal- 

nage g us permitted 
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leads to our new plant. 


NT AVENU EK 





dicated in their move in 1924 to 
their recent location at 301 14th St., 
and their new building shows floor 
|space of 100,000 square feet. 

The new Hill & Tibbitts building 
shows the latest developments in 
handling automobiles. Four drive- 
ways give access to the building and 
ramps lead to each floor. The 
building is located strategically on 
the northwest edge of the business 
district and can be reached quick- 
ly via any of the main traffic ar- 
| teries in this neighborhood. 
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manager of motor fire apparatus 
sales. In 1929 he was promoted te 
| his present position. 





|rorp DEALER AGAIN 
HEADS HOOSIER GROUP 


Indianapolis, Ind., Oct. 22.—Re- 


Chaplin last week joined the Bon-| election of Frank D. Hatfield, head 





SALE 


Open Air Showing--Cor State St. and Wordin Ave. 
(Sale Ends Saturday Evening) 
ALMOST NEW CARS—ALL MAKES—EASY PAYMENTS 


Good Used Cars $B 3° 


for as little as— 
(Othe:s $100 to $1,000) 
There is but one answer Come out and see the huge displey. 
Check over the cars we are showing. Ask questions. But— 
come immediately! 





definitely capitalized in this effective newspaper copy 





HERE’S HOW THREE Bridgeport, Conn., dealers told the public 


about their combined used car sale. The appeal of sales figures was 


Detroit, Oct. 22.—Sparks Withing- 
ton Company will begin manufac- 
turing electric refrigerators by Jan- 
uary 1, utilizing its plants at Michi- 
gan Center, four miles from Jackson, 
Mich, The company’s present prod- 
ucts consist of automobile horns 
and radio receiving sets. 

NEWARK, N, J., DEALERS 
PREPARE FOR BIG SHOW 

Newark, N. J., Oct. 22.—Prepara- 
tions are under way for the annual 
automobile show, which will be held 
in the armory the week of January 
16-23, It will be the silver anni- 
versary of the local show, and 


nell- Mason Company, Oakland - 
Pontiac distributor, as vice-presi- 
dent in charge of sales, according to 
an announcement made by Horace 
A. Bonnell, president, Chaplin was 
the first salesman employed by Mr. 
Bonnell when he started in the 
automobile business, and was the 
star salesman of the old Dodge out- 
fit for years, until he was made 
general sales manager. 


special decorations to commemorate 
the date will be used, according to 
an announcement made by Manager 
Claude E, Holgate. 


of the Frank Hatfield Company, 


Ford dealer, as president of the 
Hoosier Motor Club, A. A. A. organi- 
zation here, was announced follow- 
ing the annual election of officers. 
Todd Stoops, secretary-manager, 
also was re-elected, as was R. H. 
Losey, a vice-president, who has 
been prominently identified with 
the automobile business here for 
several years. Mr. Losey is also 
president of the Indianapolis Auto- 
mobile Trade Association. 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 


‘A. W. CHILDS TELLS 
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EXPORTERS BRIGHT 
FOREIGN OUTLOOK 


(Continued from Page 1) 


American parts, accessories and 
service appliances are held. 

“A considerable portion of the 
world’s 35,000,000 automobiles is due 
to be replaced,” declared Mr. Childs. 
“The great economic importance of 
motor transportation throughout 


the world must eventually be re- 
flected in qa strong demand for new 


automobiles to replace those that 
are worn out. 

“The trade in automotive products 
exported is less susceptible to the 
retarding effects of economic de- 
pressions than the trade in new 
vehicles. During the last two years 
a large number of motor car users 
in all parts of the world have de- 
ferred the purchase of new vehicles, 
but there is abundant evidence to 
indicate that these same individuals 
are keeping their older vehicles in 
good repair. Having driven their 
cars longer than is usually custom- 
ary, it is logical that automotive 
equipment should be in greater de- 
mand. 

“When general economic condi- 
tions abroad take a turn for the 
better and cause an improvement 
in foreign buying power, unques- 
tionably accumulated demands will 
be released.” 

hTe extent to which the American 
export equipment business figured 
in 1930, Mr. Childs stated, is shown 
by the fact that it amounted to 
$61,000,000, or 20 per cent. of the 
total automotive exports during the 
year, including vehicles. 
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Change 


F there is one unchanging factor in human life, it is 
change. If there is one thing in life that human 
psychology resents more than any other, it is change. That 
miraculous understander of human nature, Shakespeare, 
called the turn when he made the phrase regarding its being 
better to endure the evils that we know than fly to others the 
extent and virulence of which we do not know. Yet whether 
we will or not, change, daily, hourly, goes on and in the end 
we must accept or be engulfed in a new world with which we 
have refused to keep step or understand. How many of the 
failures of individuals, of industries, of society, can be laid 
to this human unwillingness to accept change and keep step 
with it is a question that no man can answer accurately. But 
it is certain that in such a time as the present, if we had met 
change squarely and honestly, we could have minimized the 
unpleasant effects of altered conditions. 

We wonder how great a proportion of the woes of auto- 
mobile dealers at the present time are due to this human 
characteristic of not being willing to accept change and alter 
life to fit it. How many dealers actually have accepted the 
fact that the center of their businesses has shifted from the 
showroom to the workshop. Do not mistake us; we do not 
intimate that a dealer’s prime function in life is not still the 
sale of motor vehicle units. On such sales hang his whole 
livelihood and always will, but the volume of potential busi- 
ness has shifted from first sales to the after market. Isn’t it 
obvious? This year domestic sales of motor vehicle units 
will run somewhat under 2,000,000, with 50,000 dealers to 
divide the spoils. This makes an average sales volume of 
forty vehicle units per year. On the other hand, there are 
26,000,000 vehicle units in use throughout the country need- 
ing maintenance, replacements, supplies and adjustments to 
keep them running. It is in this after market that the dealer 
must look for the great part of his profit volume. 

In the endeavor to get the dealer to give proper weight 
to sales in the after market, there has been some tendency to 
decry the importance of new vehicle sales. To tell a dealer 
to neglect vehicle sales is a grievous mistake. Vehicle sales 
must always hold first place in the merchant’s scheme of 
things, because by these he creates the after market with 
its huge volume of business. 

The automobile dealer who is going to survive and be 
successful in the era that is upon us is the man who has 
placed every branch and every division of his business on an 
equal footing of efficiency. His new car sales will be the 
foundation of his business, present and future. His used 
car department will at least break even on its year’s work. 
His service department will be efficiently organized to get 
~ and hold the after market that the new car sales division 
has and is creating. He will make money from replacements 
and from extra equipment. He will supply his customers 
with fuel and lubricants. And every division of his business 
will do its share toward creating total net profit. 

Perhaps the fairest way to sum up the successful auto- 
motive merchant of today is to say that he is a dealer in 
automotive transportation in the widest sense of the term. 
He has organized his business so that every department 
co-ordinates with every other for the general benefit. From 
his spearhead in the showroom, creating business for the 
entire organization to the last gasoline pump in the battery 
at his door, the dealer of today will wring the last ounce of 
contributing profit to keep his business where it belongs. 




































Mich. 


STEEL INQUIRIES — 
SHOW ENCOURAGING 
TREND IN 10 DAYS 


(Continued from Page 1) 


wise sheet production is unchanged 
from a week ago. The Niles plants 
of Empire Steel Corporation re- 
main idle. Mahoning Valley Steel 
Company’s plant at Niles, O., like- 
wise remains idle although ex- 
pected to resume operations within 
ten days. 

Stee] plant operations in the dis- 
trict are estimated at 23 per cent. 
of capacity, against 28 or 29 per 
cent. a week ago, but mill managers 
believe that steel buying by lead- 
ing consumers still is scraping bot- 
tom and that operations cannot 
go much if any lower before an 
upward trend starts. 

Youngstown Sheet and Tube 
Company operations are estimated 
at 20 per cent. of capacity, Re- 
public Steel Corporation at 32 per 
cent, Sharon Steel Hoop Company 
at 20 per cent., and Carnegie Steel 
Company at 45 per cent., all fig- 
ures applying only to mills in this 
district. 


N. A.C. C. TRAFFIC 
MEN TO DISCUSS 
RAIL RATES OCT. 29 


(Continued From Page 1) 


costs, it is feit that truck service 
will have an ~appeal that will be 
hard to resist. 

It will be noted that the schedule 


calls for an increase of two cents 
per hundred pounds regardless of 
distance as applying to unlisted 
commodities. The fact that the same 
rate applies regardless of distance 
is bound to bring the trucks into 
the picture on short hauls anyway. 
It also is felt that the proposed 
rates will hit the rails in the 
matter of petroleum products and 
result in a lot of that business go- 
ing to the pipe lines. 

It is said that the railroad people 
were not in favor of the pooling 
arrangement, but that their objec- 
tions to that sort of a scheme were 
overridden. How it will work out 
is something else again. The rail- 
roads have until December 1 to 
notify the commission as to whether 
or not they will accept the com- 
mission's offerings. 


“The real challenge to merchants and manufacturers 
today is to give consumers a maximum of value for a 
minimum of cost. Mere low prices are not enough.”—Paul 
J. Cherington. 
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As Our Readers See It 


OPINIONS expressed in this column are those of readers of Automotive 

Daily News and do not necessarily represent the views of its editors 
or owners. Readers are cordially invited to use this space to discuss any 
problems of interest to the automotive industry as a whele. 


Dealer Reiterates Plea That 
Makers Bar Used 
Car Deals 








Automotive Daily News: 
UCH space is devoted in 
Car Problem.” 


I feel 


your good paper to the “Used 
that, now the automotive 


industry and its dealers have gone through about two lean 
years, it would be well to take advantage of its present 


situation. 

I have a suggestion to advance 
on how the present new car dealer 
may solve the used-car problem, if 
there really is a used car problem. 

First: The industry, due to two 
slack years, has a potentia] market 
for four million new cars now. 

Seeond: These new cars must be 
purchased by the consumer within 
the next two years, to replace worn- 
out used cars. 

Third: Why then, if the consum- 
ers really need about 4,000,000 new 
cars, should we take in their used 
cars? They must buy new cars 
sooner or Jater. 

Fourth: Let each and 
car manufacturer forbid, 
that his new car dealers 


every new 
absolutely, 
have any- 


thing whatsoever to do with used 
cars. 
If it were absolutely impossible 


to trade in a used car on a new 
one, the consumer would in many 
cases keep his old car as a second 
car. It would keep more cars in 
use by refusing to take in a used 
car on a new car. It would make 
more and better sérvice business, 
because the original owner would 
spend more to keep his second car 
in good repair than does the second 
purchaser 

Generally, a new car buyer is 
more valuable to the industry than 
a used car buyer. 

Let us once and forever get this 
used car question solved by refusing 
to admit that it exists. This, of 
course, can only be done by the 
manufacturer. The manufacturer 
must insist that his dealers be and 
remain new car merchants. If the 
manufacturer would put through 
this idea I believe that our stores 
would be better kept up. They 
would have a higher grade of busi- 
ness. They would sell more parts. 
They would do more service work. 
And, they would make more money. 

The public must buy about three 


DE CAMP BUS LINES 
ADDS 8 NEW WHITES 


Livingston, N. J., Oct. 22.—The De 


|}Camp Bus Lines has just put into 


service eight new white highway 
coaches. These new buses are the 
first of their type to appear, and 


embody several new features de- 
signed for passenger comfort and 
safety. Seven of the buses were 


driven over the road from the fac- 
tory in Cleveland by De Camp driv- 
ers, and one came from Atlantic 
City, where it was on exhibition at 
the national bus convention. The 
new coaches take the place of older 
equipment. Several other new buses 
were added to the De Camp fleet 
four months ago. 
WILLYS DISTRIBUTOR IN 
NEW $100,000 HOME 


Des Moines, Ia., Oct. 22.—The 
Duffield-Hinton, Inc., distributor 
and dealer in central Iowa and Des 
Moines for Willys and Willys- 
Knight automobiles, has moved to 
its newly completed $100,000 home 
at 1lth and Locust Streets. 

The first floor includes a display 
room and the parts and service de- 
partments. Basement and second 
floor will be given over to storage 
of mostly new cars. All the latest 
in equipment is incorporated in the 
new plant, of which George J. Duf- 
field is president, and W. W. Hinton, 
vice-president. ' 







and a half million cars per year. 
Why, then, should we give away the 
profit this volume holds, by giving 
back to the used car buyer the 
trade-ins at a loss? 

Let us see the manufacturer issue 
an order to all dealers that, from 
January 1 on; any new-car dealer 
who takes in a used car shall at 
once have his franchise canceled. 

FRITZ EFFERT 
Roby Auto Company 
Durant Dealer, Denver, Col. 


Readers will recall that a similar 
suggestion was made in Automotive 
Daily News on June 3, this year, by 
C. Edward Barnett, Belleville, 11.— 
Ed. Note. 


ee 
| COMING EVENTS | 


OCTOBER 


15-24—London England. international 
Motor Exhiktition. Oivmpia Hall. 
22-28—Prague, Czecho-Siovakia, interna- 
tional Automobile Exposition. 
22-28—Prague, Czecho-Slovakia. Interna- 
tional Artomebile Exposition 
23—New York City. American Iron and 
Steel Institute, convention. 
23-29—Washington, D. C. Transportation 
meeting, Society of Automotive En- 
gineers, Hotel Shoreham. 
27-28—Chicago, Ml. American Railway As- 
sociation “Votor Transport Di ion, 
meeting. 
2%-29—Baltimore, Md. Society of Auto- 
motive Engineers, Baltimore Sec- 
Meeting of 


tion, meeting. 
23-29—Washington, D. C. 
Washington Section, S. A. E., in 
conjunction with National Trans- 
portation meeting. 


NOVEMBER 


5-14—London, England. International Com- 
mercial Motor Transport Exhibition, 
Olympia Hall. 

10-12—Chicago, Ill. 
Institute. annual 
Stevens. 

28-Dec. 9—Brussefts Belgium. 


Salon. 
29-Dec. 5—New York, N. Y¥. Automobile 
Salon, Hotel Commodore, 
30.Dec.4—New York City. American So- 
ciety of Mechanica] Engineers, an- 

nua) meeting, 


DECEMBER 


7-12—Atlantic City, N. J. Moter and 
Equipment Association and National 
Standard Parts Association, Joint 
Trade Show. 

9-11—Atlantic City, N. J. American In- 
of Chemica] Engineers, meete 
ng. 


American Petroleum 
meeting. Hotel 


Autumobile 


JANUARY 
%-16—New York City, National Automobile 
Chamber of Commerce, Nationa) 
Automobile Show. 
9-17—Los Angeles. Annual Automobile 
Show of the Los Angeles Motor Car 
Dealers Association. 
10-13—Chicago. National Wheel and Rim 


Association, annual convention, 
Edgewater Beach Hotel. 
11-14—Detroit, Mich. American Road 


Builders Association, twenty-ninth 


convention and show 
1i—New York city. Society of Auto- 
motive Engineers, annua) dinner, 
Pennsylvania Hotel. 
16-23—Newark, N. J. Newark Automobile 
Dealers’ Association’s annua] show. 
16-23—Buffalo, N Y. Annual automobile 
show of Buffalo Automotive Trade 
Association, Inc., 174th Regiment 
Armory 
17-23—Cincinnati. 


Automobile show of 
Cincinnati Automobile Dealers’ As- 
sociation. 
17-23—Milwaukee. Annual Automobile 
Show, Milwaukee Automotive 
Trades, Inc. 
22-30—New York. National Motor Boat 


Show, Grand Central Palace 
23-30—Minneapolis. Annuai Automobile 
Show of Minneapolis Automobile 
Trade Association 
23-30—Pittsburgh. Annual automobile show 
of Pittsburgh Automobile Dealers’ 
Association, Motor Square Garden, 
25-29—Detroit, Mich, Society of Automo- 
tive Engineers, annual meeting, Bork 
Cadillac Hotel. 
30-Feb. 6—Cleveland. Annua! Automooile 
Show of the Cleveland Automobile 
Manufacturers and Dealers Associa- 
tion, Public Auditorium. 
30-Feb. 6—Chicygo, Ul. National Automo- 
bile Chamber of Commerce, National] 
Automobile Show. 
30-Feb. 6—Chicago, Ul. 
Hotel Diake. 
FEBRUARY 
6-13—St. Paul. Annual Automobile Show, 
St. Paul Automobile Dealers. Inc. 
13-20—Kansas City, Mo. Annual Auto- 
mobile Show. Kansas City Motor 
Car Dealers’ Association, American 
Roya) Building. 
13-20—Los Angeles, Cal. 
Hote) Biltmore. 
22-March 5—San Francisco, Cal, 
bile Saion, Palace Hotel, 


Automobile Solon, 


Automobile Saijon, 
Automo- 


















WEEKLY BUSINESS INDICATORS 


SURVEY OF CURRENT BUSINESS 
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NEW SERVICE GARAGE BUYS MACHINE SHOP 
Jersey City, N. J., Oct. 22.—Jacob Fall River, Mass., Oct. 22——Wm. 
Fabian, Inc., has been formed tO!}T. Manning Company has pure 
operate a garage and service station| cnaceq the complete automobile 


at 921 Bergen Ave., Jersey City. : 

Morris Chesler and ‘ oomee Clott,| Sop of the Fall River Grinding 
both of Jersey City, and Bessie} @nd Machine Company, and has re- 
Jacoff, Brooklyn, are the directors. tained the mechanics. 


WEED MAKING TROPIC local plant of the Dominion Chain | nun Engineering and Manufacuring 
AIRE HEATER IN CANADA/|Company which has increased its| Company has been organized and 
Niagara Falls, Ont., Oct. 22.—The — ie aaation toe ~ a — incorporated with a capital of $20,000 
i ir is -|su o its line o 

oe ae eS Sey ee metal products. to establish and operate a local plant 
as in' the United States to take care for the manufacture and distribu- 
of demand in the Dominion. Pro- NEW TOOL CONCERN tion of small tools and automotive 

duction is being carried on in the Nunda, N. ¥., Oct. 22—The An- | specialties. 
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Specialty Announces 
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AUTO 


New Air Cleaner 


The Specialty Manufacturing Cor- 
poration, Spokane, Wash., is plac- 
ing on the market a new air cleaner | 


known the CRC. Operation | 


as 


Of the device is described as fol-|is extremely simple to clean—thus |Support we can give them these days, 
|making it easy to keep the device | SO we are going right out to see that 


fup to maximum efficiency under all | they get it first hand.” 


lows: 
The filtering efficiency | 
depend upon strainer elements, but | 
upon the frequency with which the | 
velocity of the air can be changed | 
—its course reversed or deflected— | 
and forced over dust absorbents. 
In CRC, inertia assists in the 
preliminary cleaning as the air first 
travels downward. The agitation | 
of the oil in the lower pan removes | 
all the heavy particles of dust, the | 
finer dust being absorbed by oil- 
Saturated felt and oil-bathed metal | 
projections, mathematically spaced 
and scientifically arranged so as al- | 
Ways to leave a pathway for free | 
air flow to the carburetoi 
Lifting action (oscillation) is con- | 
trolled by a U-shaped insert and 


does not 


— 


In this table 29 states and the Distric 
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latter 


partition in the pan. The 
the 


aids materially in facilitating 
removal of sediment. 

The CRC has the removable cart- 
ridge feature, by means of which it 


kinds of dust conditions. 
| 

N. J. FOUNDRYMEN TO MEET 
WITH A. 8S. M. E. OCT. 28 | 
Newark, N. J., Oct. 22.—The first 
meeting of the 1931-32 season of the 
New Jersey Foundrymen’s Associa- | 
tion, in conjunction with the Ameri- 
can Society of Mechanical Engi- | 
neers, Metropolitan section, will be| 
held at the Down Town Club Octo- | 
ber 28. A dinner will be served at 





of Syracuse, N. Y. will speak on | 
“Creative Salesmanship” and Harold 
Lord Varney, author and traveler, 
will speak on 
can Ideals.” 


MOTIVE DAILY 


| of presenting to the 


|rious district meetings were: 
| Whittlesey, L. F. Collister, general 


| 6.30 p. m. at which E. M. Johnston} Company of this 


“Safeguarding Ameri- | Wisconsin, 
| Chicago. 


EWS, 


N 


_| SHERWIN-WILLIAMS 


HOLDS NATION-WIDE 
SALES GATHERINGS 


Sales executives of the Sherwin- 


| 

| 
Williams Company have just com: 
pleted a circuit of the country, con- 
ducting sales meetings at every one 
of the company’s district points. 
The meetings were for the purpose 
entire trade 
sales force sales and advertising 
plans for the coming year. 

Cities visited were Chicago, Kan- 
sas City, Dallas, Tex.; Oakland, Cal.; 
Cincinnati, Newark and Philadel- 
phia. H. D,. Whittlesey, vice-presi- 
dent in charge of sales, said: 

“We closed our year on August 31 
with flying colors, and we have some | 
important plans for this new year 
which we are confident will main- 
tain and increase the present vol- 
ume of business we are enjoying. 
These meetings enable us to meet 
our salesmen all over the country 
in an intimate, personal way. 

“Our trade sales business with 
merchants this last year held up re- 
markably well; in fact, really showed 
a gain in pounds and units sold. 
Our varied lines enabled us to round 
out a very satisfactory year, and we 
confidently look for another excel- 
lent record during 1931-32. How- 
ever, we feel that the salesmen and 
dealers need all of the help and 


Executives from the main office 


in Cleveland who addressed the va- 
Mr 


trade sales; C. M. Lemperly, general 





publicity; A. H. Burt and W. M. 
Stuart, general trade sales, and W.| 
A. Gorrell, retail sales. | 
SHAW TO REPRESENT 
COLUMBIAN VICE CoO. 
Cleveland, O., Oct. 22.—The | 


Columbian Vise and Manufacturing | 
city announces 
that C. E. Shaw, 602 West Randolph 
St., Chicago, Ill. has been made 
its representative in Illinois and 
with headquarters in 
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ng -- Factory - 


- New Ovleye Windshield — 


Frost Remover 





The Reliance Specialty Company, | 
Holyoke, Mass., is offering its 
Ovleye sleet chaser, a windshield 
cleaner that embodies a number of 
interesting improvements. This 
device comprises a diamond shaped 
resistence coil. The frame is con- 
structed of cast aluminum, deco- 
rated in two-tone finish. Encased 
within this frame is a Libby-Owens 
oblong glass 7 by 16 inches. 

The inner lining seals the wind- 
Shield to prevent condensation. The 


FRANKLIN OFFERS 
IMPROVEMENT ON 
ITS COOLING FAN 


After three years of intensive en- 
gineering study, the Franklin Auto- 





| mobile Company has disclosed im- 


provements in the cooling fan de- 
sign of its air-cooled cars, which 
have resulted in a saving of 46 per 
cent. in horse power, with a gain of 
7 per cent. in the volume of cooling 
alr. 

Formerly it required 19.7 herse 





Cumulative New Commercial Car Registration Statistics, September, 1931 


Returns for today: Alabama, Indiana, Michigan, Nebraska and Pennsylvania. 
Some of this data has been published previously, but it is given here complete for the convenience of our subscribers. 


Figures in this table are from R. L, Polk & Co. of Detroit, with the exception of Illinois, which are supplied by the Robinson Advertising Service, Springfield, Ul., and New Jersey, which 
are furnished by the New Jersey Motor List Co., New Car Division, Trenton, N. J. Readers desiring county, city or town lists, or lists of owners in any given section, may obtain these 


t of Columbia. 














, | ge] = | . | 3 | S 
, s | us|) & | | g = ; 
States $ | 3% é a : | 3 3 | 5 = | 
4 |@" Oo | A = “ = o | 

Alabama | 147 L| 121 
Arkansas | 67 2| ~ 56 1 
Connecticut [| 7 ° °&«2 ~~ 150 1) -21f-—s«i10) = 21 
Delaware | 28 1] 34 
Florida —sé«dSS 140 _a,.6~—COUhtC 
Georgia] 1 (196 ee a oe. ) 
Idaho =| oa 69 —_— 76 5 
Miinois | 2 2) (355 40 53 | 5| 426 55 
Indiana | 5! «438 6 48 | | 395 
Maryland _ l an ee 3 144 . a | sz 132 i 
Michigan | 1 340 25 | 6 503 28 
Minnesota. | | ~ 170 ig” —=«w | TT. a 
Missouri |  ™| «4 + «+4905, «+414, #237 3) 3347 12 
Montana | 37 7 7] 58 
Nebraska a ee __ | 19 tC | 119 1 
New Hamp. | 3 6 #6 4 — . oe 2 
New Jersey | 10 13 321 _—_:10|— G1] _ 7 42 51 
N. Carolina | 2, 458 ij 19f | 8 
North Dakota| : 43 | 5| 45 
Ohio | sx 3 333 3, 43]S~=“‘«‘ ;:*<“C;*‘i TSC 
Pennsylvania | 2414) «603 26~=«iB:~‘iS:CtC‘i«éC SY 30; 
Rhode Island | 1 3 35 3 3] |; 82) 18 
8. Carolina | | 123) 8] 1 104, 
Sout Dakota| ] 48 4 | Tt a6 
Utah | T oa. Ud. CU 86 4 
Virginia | 2 267 | if 1 2m °&7 
Washington | | | 103! 1/ 10} ~, 74 9 
West Virginia] a a a 12} lj 17 CF 

isconsin — | | 224] 15) 22 | a a 
Dist. of Col. } 4 44) 10, —~—=«SY 2; 117, «8 

Totals | 57, 54, 5502; 160, 56i] 48, 6525, 386 





Comparative figures for September, 1930, will be found on Page 7. 


angement is 
frame to 
touch the car or any other metal 
object without shorting. The Ovleye 
is held on the windshield by four 
vacuum cups, which, properly ad- 
justed, it is claimed, will hold the 
unit in place in spite of any jarring. 
The model 40 Ovleye, instead of the 
vacuum cups, is held in place by 
two brackets. This device is put 
out in two models, the Senior and 
the Junior, with a price range from 
$2.59 to $5.50. 


internal grounding 
such as to permit the 


power to drive the fan at an en- 
gine speed of 3,000 revolutions per 
minute on the Series 135, or 1929 
cars. On the Series 14, 1930 models, 
a big improvement resulted from 
the already underway research, the 
fan requiring only 8'2 horse power 
at 3,000 revolutions per minute of 
the engine. The present Series 15 
requires only 4.2 horse power and 
is by far the most efficiently cooled 
engine produced by this organiza- 
tion. 

A typical water-cooled car of 
high class, it is pointed out by 
Franklin, requires 7'2 horse power 
at 3,000 revolutions per minute to 
drive the fan and water pump. 


Commercial Car Registrations do not include buses. 
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TS SET 


INSTALLATION of the new 


sized electro-dynamic speaker. 


HEXCEL RADIATOR BRINGS 
OUT AIR CONDITIONER 


The Hexcel Radiator Company of 








Every Year Since 1909 
BROCKWAY-INDIANA 
TRUCKS 


have been meeting every 
transportation problem. 

For 1931 these fast, sturdy 
new models offer greatest 
value to the truck buyer look- 
ing for service and results. 
Whether you buy or sell 
trucks, get all the facts! Visit 
our nearest branch or dis- 
tributor, or writé 


BROCKWAY MOTOR TRUCK CORP., 
General Offices 
Cortland sc © e 













New York 






nS 





Cumulative New Commercial Car Registration Statistics, Sesteuies. 1930 





STAT 
SELECTOR CABLE 
FROM REMITE CONTROL 


Automotive Daily News yesterday, is illustrated above. 
known as the Model 81, is equipped with remote control and a large 
The set is priced $89.50, complete 
with tubes and B battery 





{ALUMINA TED 


© REMOTE CONTROL eee 


iNETRUMENT 
PANE!. 






VOLUME CONTROL 
CABLE 







Bd ‘Stee. ‘CONTAINER UNDER FLOOR 
HOLDING SET. CHASSIS AND 
“BAND °C” BATTERES 


2 
. 


Atwater Kent car radio, described in 


The new set, 


Milwaukee has just brought out the 
Hexcel air conditioner, which is 
designed to deliver warm air in 
heavy volume at a speed of about 
360 cubic feet per minute. A Tor- 
rington fan draws cold air in at 
the back of the heater, blows it 
through special Hexcel radiator 
and expels it out into the room in 
billows of warm, moist air. A fea- 
ture of the conditioner is a device 
within the radiator to take up 
water vapor and expose it to the 
circulating action of the fan. 

In warm weather the conditioner 
can be used to supply cool] air, The 
radiator is filled with ice water 
and, when the switch at the back 
of the device is turned, a current 


of cool air is forced out into the 
room. The conditioner weighs less 
than fifteen pounds. There is no 
exposed heating element or fan. The 
handle at the top is insulated 
against heat. Rubber feet at the 
bottom eliminate possibility of 
marring desks or other polished 
surtaces. The conditioner is recom- 
mended for office or home. 


This table is repeated for comparative purposes only. 


The Republic Steel Corporation 
has added a number of interesting 
pieces of trade literature to the as- 
sortment that it already issues. One 
volume of this trade library is a 
sixty-four-page booklet called 
“Sheet Iron—a Primer.” This bro- 
chure describes in non-technical 
language the complete process of 
mining and manufacture of sheet 
iron and steel and is used in class- 
rooms in more than 1,200 schools 
and universities throughout the 
United States and Canada. 





The “Path to Permanence,” A. I. 
A. File 12a31, contains sixty-four 
pages of illustrated, up-to-the- 
minute information on Toncan 
copper molybdenum iron _ sheets. 
“Toncan Iron Pipe for Perma- 
nence,” also sixty-four pages and 


bearing A. I. A. file No. 29b8, con- 
tains a great deal of information on 
Toncan iron, in the form of pipe, 
and illustrates a number of installa- 
tions which have seen unusually se- 
vere service. “Agathon Alloy Steels” 
is a handbook which contains a 
great deal of information on the 
proper heat treating of the various 
standard S. A. E. and U. M. A. alloy 
steels. “Enduro FC (free cutting) 
Stainless Steel” is a small folder on | 
one of the most recent additions to | 
the family of Enduro stainless steels. 
This alloy, type FC, combines the | 
free cutting qualities of Bessemer | 
screw stock with the corrosion and | 
heat-resisting properties of high- | 
quality stainless steel. Any of these 
publications will be sent to any | 
reader who request them. 


BELDEN ANNOUNCES - 
AUTOMATIC CATALOGUE 


Catalogue 172, covering its com- 
plete line of automotive wires and | 
cables, is announced by the Belden 
Manufacturing Company, 4689 West 
Van Buren St., Chicago, Il. 

The new catalogue announces, | 
among other things, the new con- 
densed line of Belden 
battery cables. Only twenty-nine 
numbers meet all requirements for 
all cars. Belden ignition cable sets, 
spooled wire, terminals and cord- 
lites are also listed. } 

At the request of numerous 
jobbers’ salesmen the complete line 
has been covered in an eight-page 
book of special light weight stock. 
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Figures for September, 1931, 


Equipment --- + Development 


REPUBLIC STEEL ISSUES 
New Atwater Kent Car Radio ThInE CTeRA TON 








Mathews Ball Conveyors 
Facilitate Materials 


The Mathews Conveyor Company, 
City, Pa., 
the Mathews ball transfer with new 
features for use 


Ellwood 


turntables and 


heavy objects in a horizontal plane, 
from one conveyor line to another, 


BALL BFO RETAINER = 





SECTIONAL 


are to be met; 


ete. 


This company also puts out the 
Mathews automatic two-way switch, 


BALL 


automatically, 
tion, into 


thinner gauge. 


In construction the 
consists of one 
dened steel ball, rotating on a num- 
‘small _steel balls, 


transfer 


ber of other 





view of floor type - 
Mathews ball conveyors 


also for the handling 
of flat, smooth-surfaced objects such 
as plates and sheets in steel mills, 





conveyor for mounting on 
pipes waist high 


conveying hot 
replacement | packs from continuous furnace doors 
and 
one main conveyor line, 
carrying the sheets into the mill or 
rolls where they 


Handling 


in a cupped base. The load rides 
on the large balls of the transfers, 
which may be grouped or mounted 
as required. The transfers are 
mounted as conditions happen to 
demand. They may be mounted on 
waist-high pipe supports or set in 
rows across the floor. 


is now offering 


in fields where 
the movement of 


IN NEW QUARTERS 
Des Moines, Ia., Oct. 22.—The Des 
Moines Chevrolet Company has 
‘va8 | opened a new home at 410 13th St., 
}and is fully equipped to give all 
classes of service, 


¥.° DIA, HARDENEO STEEL Baia 


BALL CLEANING Car 





aD 





EAVY loads, high speeds, 

rough roads—these ardu- 
ous operating conditions deter- 
mine the exacting specifica- 
tions to which Wisconsin Axles 
must conform. 


SONG 
2 Ji ‘AXLES 





sheet 


WISCONSIN AXLE CO. 
Oshkosh 


without atten- 


Wisconsin 


are made into a 


Mathews ball 
large har- 





held 


will be found on Page 6. 
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STORY 


Joseph Bijur Dies 


Graham Given Space at Shows 
Motometer’s New Models 


Nash Motors Dividend 
Wiethoff Joins George Graham 


September Rim Production _.. 
Hercules New Engine Line ... 


S. A. E. Transportation 
Meeting, Oct. 27, 28, 29 


As usual we will cover the meeting 
on the days it takes place. No need 
to wait until the news has lost its 
business value. Copies to be dis- 
tributed at the meeting. 


AUTOMOTIVE DAILY NEWS, FRIDAY, OCTOBER 23, 1931 


Reader Interest 


Sells Your Goods 


News, When It’s News, Means High Reader Interest 


Lycoming Spends $500,000 for New Equipment....... 
Key City Sales First Half October DPR ale.g Sigel ol iss 
September Passenger Car Sales for 29 States........ 
Willis Heads Chicago Pierce-Arrow Branch ..... wie 


Willys-Overland Promotes Ward Mohun and Others 
General Motors Sales (September) 
Polk Figures for September. Sales in 14 States ..... 


Wahlberg, Vice-President of Nash ___............. os 
Crooker Advertising Manager Chevrolet 


Vane’s Speech on Factory Dealer Contract 





In Other News 
Publications, De- 
livered 1 to 3 Days 
Later Than Dates 

Shown 


Not Yet 
Not Yet 
Not Yet 
Not Yet 
Not Yet 
Oct. 17 
Oct. 17 
Oct. 17 
Oct. 17 
Oct. 17 
Oct. 17 
Oct. 17 
Oct. 17 
Oct. 17 
Oct. 17 
Oct. 17 
Oct. 17 


In Automotive 
Daily News De- 
livered to Most 
Subscribers on 

Dates Shown 
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Responsible executives in factories, in dealer 
and distributor establishments, read Auto- 
motive Daily News and pay $12 per year for it. 
They get a superior news service; registrations 
of cars and trucks before any other automotive 
medium prints them; reports of meetings, con- 
ventions, in fact all news of business value— 
while it is still news. High reader interest 
results. Advertisers benefit because decision 
men see their sales message. 


—And the cost is low, too. 






























